
 

 

 

 

 

 

The Annual Wellness Visit 

Prevention Plus Program 



Sometimes it doesŶ’t ŵatter how 

much money is on the table.. 



Doctors are time poor ... 



Doctors can feel like their hands are 

tied and change is difficult! 



Doctors face shrinking reimbursements and 

constantly changing health policy 



Prevention Plus was incepted to help 

doctors get back time as well as 

make money 



Prevention Plus takes the work out of 

the AWV, makes delivery by a MA 

simple and requires NO start up 
costs 



Help doctors take advantage of 
ACA reforms and grow their practice. 



The AWV has been slow to be adopted 

due to time and know how 

constraints 



Some doctors think they are already 

delivering the AWV ...  

            Many are NOT compliant 



Most offices either do not give the 

patient a report OR give them one 

that is not compliant              



Prevention Plus not only provides a 

compliant report, other preventive 

services are also provided. 
             



The Health Risk Assessment is 

performed first.  



Dependent on the health risks 
identified, further testing is 

performed.  



Neurocognitive, Cancer and 

Pharmacogenetic testing are all 

offered in the program in accordance 
with Medicare recommendations 



Patients are scheduled at 75 minute 

intervals  



With a Medical Assistant fully 

trained by the vendor 



Where indicated, a neurocognitive 

test will be performed with the 

patient by the same MA 



Pharmacogenetic testing as well 

as Cancer testing will be offered 

to qualifying patients. 



The doctor can bill on 5 different 
codes for this first visit yielding 

approximately $350 in revenue 



For indicated patients a second 

visit is conducted to review the 

Neurocognitive test. 



The doctor bills around 

$139 for this visit 



 

 

The patient returns for a 

third visit to review the 

Genetic tests billing a further 

$70 to $100 



 

 

 



 

 

 

A complete episode of 
care can generate over 

$400 in additional net 

PROFIT per Medicare 

patient per year before 

additional services are 

provided 



 

 

 
Billing codes include G0438, G0439, 

96102, 96119, 96118, 99214, 99213 

across the 3 visits 



 

 

 
Fall Prevention and other services can 

also be identified which can bring in 

further revenue. 



 

 

 
Key Questions for the doctor .. 



 

 

 
How many AWVs are you currently doing 
each week? 

How many Medicare patients do you have? 

 

 



 

 

 
How long does it take you to do each one? 

How are you currently doing them? Paper or 

Computer 

 



 

 

 Who is performing the AWV? 



 

 

 

What are they giving the patient for their 

short and long term plan? 

What educational material are they 

providing to the patient? 

 



 

 

 

Compliance is  



 

 

 

Our program is value added for both the 

physician and the patient. The program also 

gives the practice valuable PQRS credits to 

safeguard future reimbursements. 



 

 

 

Our program is fully compliant 



 

 

 

Maximizes the REVENUE$ available 

and identifies other significant 
health risks  



 

 

 

Freeing up the doctors time to 

care for sick patients 



 

 

 

Cloud based software is used and 

the documents are easily saved into 

the patient EMR chart 



 

 

 

Chronic Care Management is 

the perfect add on to the AWVfor 

doctors to offer patients as well as 

Fall 
Prevention 



 

 

 

Turn Key Implementation with all 

training provided by the vendor.  

The vendor can assist with MA 
recruitment if needed. 



 

 

 

Costs are based on each AWV and 

Neurocognitive test performed 

$20 for the AWV software and $30 for the 

Neurocognitive assessment. There is a 

service, support and program management 

fee of $75 for each patient. 



 

 

 The AWV generates significant 
revenue for the office . 



 

 

 Patients benefit from the additional 
care, preventive approach and 

increased knowledge. 



   Key takeaways 

• Comprehensive risk assessment 
anchored by the AWV 

• Turn key approach with quick 
implementation 

• Full training provided 

• SIGNIFICANT revenue generation 

• Central to the provision of other 
services  

• Value add for Chronic Care Management, 
Fall Prevention and more 



More detailed information on this 

solution can be obtained  from 

your Product Specialist 


